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Abstract 
The main objective of this paper is to investigate specific factors and their impact on the development of trust and on knowledge 
transfer success in International Joint Ventures (IJVs) with at least one Greek partner. We further expand our previous work and 
argue that the type of knowledge (tacit/explicit) and the proper control mechanism play an important role for the creation of trust 
between partners and affect knowledge transfer success. Four, in depth interviews with presidents/CEOs of Greek companies 
with IJV participation, were conducted. Overall, they consider the transfer of knowledge from their companies to the IJVs as very 
successful. The results indicate that tacit knowledge is considered to be one of the major strengths of the Greek companies and 
among their most important contributions to the IJVs. Furthermore, tacit knowledge and trust were revealed as key factors to IJV 
success.  Finally, our findings reveal that formal and clear control mechanisms are positively related to the development of trust 
when they are established at the initial stages of the IJV establishment. 
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1. Introduction 
In our previous work we examined the knowledge transfer process and trust and their relation in the context of 
International Joint Ventures (IJVs) (Hajidimitriou et al., 2012). In this paper we present our research that focused on 
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four Greek firms with IJV participation in order to investigate if the type of knowledge and the proper control 
mechanisms are crucial for the establishment of trust among IJV partners and affect knowledge transfer success. 
 
 
2. Theoretical background 
 
2.1. Knowledge 
 
Organizational knowledge is regarded as the basis for the firms’ sustainable competitive advantage, due to the 
turbulence and uncertainty of the global business environment (Van Wijk et al., 2008). Davenport and Prusak (1998) 
define knowledge as:“Knowledge is a fluid mix of framed experience, values, contextual information and expert 
insight that provides a framework for evaluating and incorporating new experiences and information. It originates 
and is applied in the minds of the knowers. In organizations, it often becomes embedded not only in documents and 
repositories but also in organizational routines, processes, practices and norms”.  
Gao et al. (2008) indicate that the two most common types of knowledge are tacit and explicit knowledge. 
Explicit knowledge is the formal, systemic and transparent knowledge that can be documented and recorded easily 
and is embedded in formal and standardized procedures (Martin & Solomon, 2003a). On the other hand, tacit 
knowledge consists of techniques and informal practices which determine the “know how” and is often “non-
verbalized or even non verbalizable” and cannot be documented or recorded in formulas or data bases (Hau & 
Evangelista, 2007). 
Beamish and Berdrow (2003) define knowledge transfer as the “migration” of knowledge from one partner to the 
other, either directly or indirectly through the IJV. Empirical evidence shows that companies that can transfer 
knowledge effectively have a greater chance to succeed than the less effective and experienced ones (Argote, 1999). 
Nonaka and Takeuchi (1995) argue that often the transfer of tacit and explicit knowledge takes place at the same 
time. However, we agree with Hau and Evangelista (2007) who suggest that the transfer of the two types should be 
examined separately, since the factors that affect the transfer of tacit knowledge might not have an impact on the 
transfer of implicit knowledge and “vise versa”.  
 
2.2. Trust 
 
Sabel (1993) defines trust as “the mutual confidence that no party to an exchange will exploit another’s 
vulnerabilities”. Trust is a complex integration of the psychological, sociological and economic dimensions into an 
irreducible whole experience (Hajidimitriou & Sklavounos, 2006). Trust facilitates knowledge transfer since it 
increases the partners’ willingness to assist each other to understand external knowledge (Lane et al, 2001). To the 
extent that explicit and tacit knowledge are inherently different and are shared through different verbal and social 
processes, they may likely be associated with different levels of trust (Becerra et al, 2008). Li et al. (2010) suggest 
and empirically show that trust fosters the acquisition of greater levels of tacit than explicit knowledge. We attempt 
to test these findings with our current research. 
 
2.3. Control 
 
Previous literature has displayed two comparative presumptions about the relationship between control and trust. 
The first view assumes a substitute relationship where the more there is of trust, the less there is of control and vice 
versa (Das & Teng, 1998). The implied logic is that, because trust involves a positive attitude about others’ 
cooperative motivations, control is only needed when adequate trust is not present (Zaheer & Venkatraman, 1995). 
The second view takes trust and control as supplementary concepts. The implied logic is that control sets up the 
formal rules and standardized procedures; the foundations for trust to develop (Sitkin, 1995). With this empirical 
research we attempt to clarify this relationship. 
 
3. Methodology 
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For the purpose of this study four dynamic and successful Greek companies, were selected in order to investigate 
the process of knowledge transfer to their IJVs. The companies are based in the greater Thessaloniki area, in the 
northern part of the country. They all have a very distinct international philosophy; as a result, they have been 
involved in numerous international business activities and collaborations for over 15 years (exports, subsidiaries and 
IJVs). In order to get a comprehensive and balanced indication on the matters of knowledge transfer from the Greek 
companies to their IJVs, a diverse group of companies was chosen. More specifically, they operate in different 
industries, namely the service, the chemical, the building material and the plastic materials sector. Due to the 
complexity and nature of the subject, it was decided to interview the top executives from each company. Three of 
them were Chairmen and CEO’s and the fourth was the Executive Vice President. 
The interviews were semi-structured, since the researchers’ objective was to understand the respondent's point of 
view rather than make generalizations about their behavior (Russell, 2000). The selection of semi-structured 
interviews was made because they offer topics and questions to the interviewee, but are carefully designed to elicit 
the interviewee’s ideas and opinions on the topic of interest, as opposed to leading the interviewee toward 
preconceived choices (Patton, 2002). Open-ended questions were used; some of them were suggested by the 
researchers and some arose naturally during the interviews. Before the conduction of the interviews, a guide was 
developed in order to address the issues analyzed in this paper in an orderly and consistent way. The development of 
the interview guide was based on previous relevant research (Bresman et al, 1999; Cummings & Teng, 2003; 
Dhanaraj et al, 2004; Li et al, 2007; Park et al, 2009; Simonin, 1999b). In addition, respondents were encouraged to 
reflect on their experiences regarding knowledge transfer and their relationships with their IJV partners.  
 
4. The case of four Greek companies with IJV experience  
 
4.1. EUROCONSULTANTS S.A.  
 
4.1.1. The company  
 
Euroconsultants S.A. is a Group of Companies specializing in the provision of consultancy services on 
innovation, technology and corporate finance. Since its establishment in 1991, the company has based its growth on 
two pillars: innovation and internationalization of services. The Group currently employs 120 people in Greece and 
abroad. The interview was conducted with Dr. Kokorotsikos, Chairman and CEO of the company. They are 
currently involved in nine IJVs. Their share in each ranges from 40-60%.  The company is highly “knowledge 
intensive” and knowledge plays the key role in the Group’s operations and activities, domestically and 
internationally.    
 
4.1.2. Knowledge transfer success   
 
Despite the fact that the company’s knowledge is mostly tacit, Dr. Kokorotsikos, considers the transfer of 
knowledge to their IJVs as very successful. He noted that if that was not the case, the IJVs would no longer be in 
operation. Interestingly enough, he believes that one of the reasons for this success is the fact that all foreign 
partners come from different business backgrounds than theirs, with the exception of the one from Cyprus. In all 
cases the Greek partner contributes knowledge and knowhow; as a result they had and continue to have, the control 
of the IJVs and of the process of knowledge transfer. 
 
4.1.3. Trust 
 
There is an excellent level of trust among partners, mainly because all parties involved are punctual and abide by 
their obligations. The controls and audits were placed due to the stock market regulations and not because of the 
partners’ decision.  Tight controls enhance the development of trust; however they are not enough to ensure the 
smooth operation and success of an IJV. However, trust related issues will always arise; for example in one case 
their partner submitted false information on market potential and as a result the IJV was dissolved.  
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4.1.4. Type of knowledge  
 
The company’s knowledge transfer is a very important factor for the continuation of their international 
collaborations and activities. They possess knowledge and valuable knowhow on practical solutions to subject areas 
such as Business & SME Development, Energy & Environment, Socio-Economic & Regional Development, etc. 
Overall, Dr. Kokorotsikos, is satisfied with the outcome of the knowledge transfer to their IJVs. This is a service 
related company and their knowledge is mostly tacit and can not be easily codified. It is embedded in the routines 
and affects their decision making processes and everyday activities. As a result, knowledge to the IJVs can not be 
transferred easily. It is quite challenging, requires considerable resources and it is time consuming. It should be 
noted however, that they have handbooks and manuals for different processes, but tacit knowledge is by far the most 
important to the company. Furthermore, the relationship between causes and outcomes of technology and knowhow 
is not clear, indicating a high level of knowledge tacitness.  
 
4.1.5. Control  
 
The company is in control of all their IJVs since they posses the knowledge and knowhow. Furthermore, non-
formal relationships and personal contacts are more important than formal contracts. The Managing Director has not 
been replaced since the creation of all their IJVs. All IJVs with the exception of Bulgaria are directed by local 
managers, or by Greek nationals that have studied and lived in these countries. The main reason is that these 
individuals have a better understanding of local conditions. There has been no change in the IJVs’ organizational 
structure, mainly due to their small size. Overall, the flexible structure of all IJVs facilitates their efficient operation 
and enhances the feeling of trust among partners.  
According to Dr. Kokorotsikos, there are no formal and tight control mechanisms, since there is a feeling of trust 
for the foreign partner. Such mechanisms, could damage the relationship between partners. All current control 
mechanisms were imposed because of stock market regulations. However there is no close and detail control on 
expenses, invoices etc. Control mechanisms are often regarded by local partners as a burden and can result to 
conflicts among partners. Furthermore, they need to be established from the beginning of collaboration.  If they are 
introduced in an ongoing relationship, they will cause problems and will affect negatively the feeling of trust that 
exists in all their international partnerships. As an example, he mentioned that they cannot at this stage of their 
ongoing international collaborations, go to the IJVs and demand to, “start to control and monitor your expenses”. 
Control mechanisms can have a positive impact on the level of trust, at least at senior management level. Finally, in 
their last international collaborations, they have established control mechanisms from the beginning.   
 
4.2. LOUFAKIS CHEMICALS S.A.  
 
4.2.1. The company  
 
LOUFAKIS CHEMICALS SA was established in 1987 in Sindos, Thessaloniki with a vision of producing and 
distributing high quality chemical products, providing after-sales services and excellent technical support. The 
company produces and distributes chemical products for the textile, construction, food and metal industries. 
Research is a key sector for the company and they are investing heavily in Research & Development. The company 
has 45 employees and approximately 20% of the workforce of the company is occupied in R&D. The interview was 
conducted with Dr. Kyriakos Loufakis, Chairman and CEO of the company. The company currently operates a fully 
owned subsidiary in Belgrade, Serbia, and three IJVs (in FYROM, in Bulgaria and in Greece). Their share ranges 
from 65% to 90%. The IJV in Bulgaria was established in 1997 and the one in FYROM in 2001.  
 
4.2.2. Knowledge transfer success   
 
Dr. Loufakis is very satisfied with the success of knowledge transfer to their IJV in FYROM. One of the reasons 
for the positive outcome is the high level of trust among partners. The fact that their partner is a joint stock company 
is also positive since it affects their corporate culture. The situation is different for the IJV in Bulgaria where the 
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transfer of knowledge has not been as successful, mainly due to reasons related to the Bulgarian partner (differences 
in corporate culture and objectives).  
 
4.2.3. Trust   
 
There is a high level of trust among partners in the IJV in FYROM. They have been collaborating for over 17 
years and as a result there are no serious disagreements between them. There is a strong friendship among senior 
managers of the two partners that lead to mutual understanding among them. The IJV partner in FYROM has many 
shareholders. They were never concerned that the foreign partner will act in a way that could damage the 
relationship of the two parties in order to promote his own interests. The operation is profitable and grows 
continuously. This has a positive impact on the level of trust, despite the fact that the local partner is overseeing the 
IJV’s everyday operations. Furthermore, there is no need for formal agreements between the partners. In most cases, 
after specific actions are discussed and finalized, oral agreements are sufficient. The partners’ objectives and 
expectations from the IJV are common and each party works for their accomplishment. 
 
4.2.4. Type of knowledge 
 
According to Dr. Loufakis, knowledge transfer from the company to their IJVs is very important for reaching 
their goals, especially in FYROM.  Overall, they are very satisfied with the success of the knowledge transfer in 
their IJV in this country. On the contrary, the outcome of the Bulgarian IJV was less than expected. A reason is that 
the Bulgarian company did not take full advantage of the knowledge and expertise provided by the Greek partner. 
The company’s technology is codified and documented and can be transferred relatively easily. The same applies for 
the processes and operations. Since the Greek partner is involved in more activities and in the production of more 
products than the IJV, it was relatively easy to transfer their processes to their partners. He partially agrees with the 
statement that in their company, the relationship between the causes and the results is clear. However, this is not the 
case with the knowhow the company possesses, since it is more abstract. Their major strength is knowhow, a result 
of extensive research undertaken by the company. Contrary to the processes and technology, the transfer of 
knowhow to their IJVs and subsidiaries abroad is very challenging and requires effort and careful planning.  
 
4.2.5. Control 
 
The foreign partner controls the IJV’s everyday operations in FYROM. However, the Greek partner defines and 
develops in most cases the strategy and directions of the IJV, since they “know the job better” and have the 
knowhow. The decision to hire the IJV’s Managing Director was taken in agreement with the local partner, although 
the opinion of the Greek company counted more. The fact that in their IJV in Bulgaria the local partner is the IJV’s 
Managing Director created several operational and performance related issues.  
Despite its growth, there has been no change in the IJV structure in FYROM, since the results have been very 
positive. On the contrary, in Bulgaria the senior management was replaced, due to less than expected results by a 
Greek manager, a decision that proved to be according to Dr. Loufakis, wrong. He believes that IJV managers 
should be locals who are more familiar with the country’s market conditions and particularities. The IJV’s structure 
in FYROM facilitates its operation and has an overall positive impact on the financial results. On the contrary, in the 
IJV in Bulgaria, the original decision to place the local partner as the Managing Director resulted to less than 
expected returns on the investment. Clear and unambiguous control mechanisms play a determinant role in the IJVs’ 
success. Furthermore, they enhance the feeling of mutual trust among partners, a significant factor for the 
company’s international collaborations and alliances.  Finally, it should be noted that it is very important to establish 
these mechanisms at the beginning of an alliance or collaboration.  
 
4.3. ISOMAT S.A.  
 
4.3.1. The company  
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Founded in 1980, ISOMAT S.A. is one of the fastest developing manufacturers of building chemicals and pre-
mixed mortars in the region of South East Europe. Its stable growth comes as a result of its innovative and quality 
products, its highly specialized personnel and the value-added services provided to its customers. The company 
produces and supplies its customers with building chemicals and mortars for different construction applications. 
They currently employ 205 people, 30 of them being specialized engineers and chemists. The interview was 
conducted with Mr. Thanos Tziritis, Executive Vice President of the company. In 2006 the company was involved 
in an IJV in Egypt with a multinational paint company that was equally owned by Jordanian and Lebanese partners. 
In 2008, due to disagreements and constant delays, it became obvious that the Arab partners did not have the skills 
and knowledge they claimed to have and the Greek firm decided to withdraw from the alliance.  
   
4.3.2. Knowledge transfer success  
 
Knowledge transfer to their IJV was moderately successful. The main reason according to the interviewee was 
the lack of prior collaboration between partners. The Greek firm relied for the partner selection, solely on the good 
reputation of their Arab partners in the paint market and their strong economic background. These criteria proved to 
be insufficient for the IJV’s success. 
 
4.3.3. Trust   
 
It is essential for every company to engage in a strategic alliance with an attitude of goodwill for its potential 
partners. Mr. Tziritis, reminds his counterparts that “you cannot share the same bed with somebody and have 
different dreams”. The main problem with their Arab partners was not trust, but rather the different conception of 
time in terms of decision making. There were also differences concerning the IJV’s Managing Director who had 
been appointed by the Arab partners. He was a very trustful person, but they soon realized that he did not possess 
the required skills. This created issues among partners and after a considerable loss of time the Greek firm decided 
to terminate the IJV agreement. He admits that “we did not cohabitate before deciding to get married”. They did not 
feel that they were being deceived, but that they were not being understood. Moreover, there were formal 
agreements between the partners, but most of the agreements and decisions were made orally. He notes that 
especially for businesses in Northern Africa and Middle East “people keep their word” and they didn’t face any such 
problems. Their problem was mainly communication and it was focused on the time that the Arab partners needed in 
order to make decisions firstly between each other and then between them and ISOMAT S.A.    
 
4.3.4. Type of knowledge  
 
Knowledge transfer from their company to the IJV is very important since they don’t sell consumer goods, but 
integrated solutions. Mr. Tziritis notes that “like a doctor who has to diagnose before giving the appropriate 
treatment, our personnel have to understand the needs of our customers in order to provide them with the 
appropriate technical solution each time”. They had invited many specialized engineers selected by their partners in 
order to provide them with an extensive technical training. He is moderately satisfied with the result of knowledge 
transfer. They had the infrastructure and the ability to transfer knowledge but the overall outcome of the IJV was 
unsatisfactory. The company’s technology and its processes and operations can be transferred relatively easily. The 
relationship between causes and outcomes of technology and knowhow is not clear, indicating a high level of 
knowledge tacitness. Furthermore, it is relatively easily to codify the company’s technology and knowhow. In 
general, he partially agrees with the statement that the company’s knowhow of technology and its procedures are 
more explicit than tacit.  
 
4.3.5. Control  
 
Mr. Tziritis believes that the IJVs with a dominant partner have better changes for success. Equally shared IJVs 
are more difficult to operate and manage successfully since in cases of disagreements it is more likely that no party 
will compromise and as a result there will be conflict among partners. The partner who possesses the knowhow is in 
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control of the alliance at least at its initial stages. Finally, he argues that once a partner transfers much or all of their 
knowledge to the IJV, they automatically lose the advantage of control.     
The selection of the IJV’s Managing Director crated disagreements which eventually caused the dissolution of 
the IJV. The initial IJV structure was suitable and did not cause any problems to its operation. The problem was 
related more to human resources and to the selection of improper individuals for key positions. Clear and 
unambiguous control mechanisms have a positive impact on the level of trust and IJVs’ success if they are not over 
excessive. Another important remark is that “this control mechanism should be adapted to each market’s 
circumstances”. In Egypt for example, “it is common practice that 1% of a company’s turnover can be justified in 
any way. So, when you do business there you know in advance that you cannot control everything”. 
 
4.4. PALAPLAST S.A.  
 
4.4.1. The company  
 
Palaplast S.A. is producing plastic pipes and fittings and was founded in 1984 by the Palatianas brothers. Over 
the years, the company has developed valuable knowhow and expanded to the production of pipes and driplines. A 
team of more than 200 people produces over 3.000 products and exports them to more than 100 countries. 
They have formed an IJV in Turkey in 2000, in which they control 75% of the equity. In addition they have 
established a 50/50 percent IJV in Syria which is not longer operating due to the situation in the region. The 
interview was conducted with Mr. Konstantinos Palatianas, Chairman and CEO of the company.  
 
4.4.2. Knowledge transfer success 
 
Mr. Palatianas, considers the transfer of knowledge to their IJVs as very successful. He clarifies that they have 
transferred the production process and knowhow of plastic pipes which have higher transportation costs and the 
knowhow is common in the industry. On the contrary, the production of special irrigation fittings which is more tacit 
and is difficult to explain and transfer takes place in their operation in Thessaloniki.  
 
4.4.3. Trust  
 
There is a very high level of trust among partners since they had long professional and personal relationships 
prior to the IJVs formation. According to Mr. Palatianas, they have never felt that the foreign partner, in order to 
promote his own interests, will act in a way that could damage the relationship of the two parties. They have signed 
only the required legal agreements, since they trust each other and the IJVs’ outcomes are satisfactory.    
 
4.4.4. Type of knowledge 
 
According to Mr. Palatianas, knowledge transfer from the Greek partner the IJV is very important and necessary 
and he is quite satisfied with the knowledge transfer outcomes, though he notes that they could have done it even 
better. Moreover, the company’s technology and its processes and operations cannot be transferred very easily. The 
relationship between causes and outcomes of technology and knowhow is not clear, indicating a high level of 
knowledge tacitness. He partially disagrees with the statement that it is relatively easy to codify the company’s 
technology and knowhow and that the company’s knowhow of technology and its procedures are more explicit than 
tacit, since he believes that the human factor plays an important role in knowledge transfer. 
 
4.4.5. Control 
 
Their IJVs operate effectively mostly due to personal relationships rather than control mechanisms and they have 
not established a formal and tight control mechanism, since there is a feeling of trust between the partners. They 
have the control in their IJVs mostly because they are the partner with the highest knowledge procession and 
knowhow and not because of their shared capital percentage. In their IJV in Turkey the position of Managing 
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Director is held by their partner from the beginning and no changes have been made in the organizational structure. 
The level of trust in their partner played a dominant role for this decision. A similar procedure was followed in their 
IJV in Syria for the exact same reasons. 
The IJVs’ structure facilitates its operation and has an overall positive impact on the financial results. On the 
other hand, the Chairman of Palaplast S.A. admits that if he could make a different entry choice either in Turkey or 
in Syria, he would probably start a wholly owned subsidiary like the one they have already established in Romania 
with very satisfactory results. He supports that a clear and unambiguous control mechanism is positively related to 
trust building in IJVs with the precondition that it is established from the beginning of cooperation. Furthermore, he 
notes that “it is necessary to specify and establish a proper control mechanism from the initial stages of an 
international strategic alliance; if you attempt to introduce a new control mechanism in an ongoing business 
relationship, this will certainly have a negative effect on the feeling of trust among partners”.  
 
5. Discussion 
 
5.1. Knowledge transfer success   
 
According to Minbaeva et al. (2003), knowledge transfer can be defined as the degree of utilization of the 
knowledge acquired and used by the IJV. There is a consensus among the interviewees that the transfer of their 
firms’ knowledge to the IJVs is crucial for their establishment and operation. In most cases, the process of 
knowledge transfer to the IJVs was considered to be successful. The IJVs’ performance and survival depended on 
how successful this process had been. They all noted that, as with all processes this can be improved too, as 
companies gain international experience in alliances; they learn how to transfer their knowledge more effectively 
and efficiently. In most cases, they are fairly satisfied with the outcome of the process. In some, the outcome of 
knowledge transfer was less than expected, mainly due to differences in the partners’ organizational culture, goals 
and expectations. In one case, these differences resulted to the IJV termination. Finally, it should be noted that the 
human factor plays a key role in the success of knowledge transfer and in the overall success of the IJVs.  
 
5.2. Trust 
 
Dhanaraj et al. (2004) support that trust facilitates knowledge transfer, since there is a feeling that the knowledge 
transferred to the IJV, will not be abused by the partner. According to the same researchers, trust is very important 
mostly for the transfer tacit knowledge, which is the most challenging to transfer. Trust arises as one of the key 
factors that have an impact on the success of knowledge transfer to their IJVs from our findings. In all cases, with 
one exception, the feeling of trust among partners was the determinant factor. In all cases, the Greek firms never felt 
that their foreign partners will take advantage of their relationship. There were misunderstandings in numerous 
occasions, but they were resolved based on the feeling of mutual trust and the “personal relations” between partners. 
Overall, it was agreed that trust makes partners more tolerant and understanding of each other. 
 
5.3. Type of Knowledge  
 
Simonin (2004) argues that the ambiguity of knowledge is negatively related to the transfer of knowledge. 
Nonaka and Takeuchi (1995) support that explicit knowledge can be communicated and transferred more efficiently 
than tacit knowledge through formal and systematic channels, since it can be formalized and expressed in words, 
numbers and specifications. In all cases, the Greek firms’ greatest strength was considered to be tacit knowledge and 
knowhow, which is embedded in their routines and is the result of their prior international experiences and corporate 
cultures. It is regarded by far the most important of their companies’ assets. Overall, the knowledge Greek firms 
possess is mostly tacit and requires more resources and planning to be transferred. The general perspective is that 
each one of these companies offers “solutions” and not simply products; as a result, there is a high degree of 
tacitness in their final products. On the contrary, our findings reveal that their technology is explicit, can be codified 
and is relatively easy to transfer. Finally, Greek firms seem to be more protective of their tacit than their explicit 
knowledge.  
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5.4. Control  
 
Killing (1983) introduced the concepts of dominant partner control and shared management control of IJVs. He 
argued that in cases of equal ownership, managerial and operational issues can not easily be resolved. Furthermore, 
researchers argue that parent control positively effects knowledge transfer to the IJV (Lu & Hebert, 2005). On the 
contrary, other studies have shown that equally shared IJVs lead to mutual satisfaction (Harringan, 1998). In all 
cases, Greek firms are the dominant IJV partners. One of the interviewees argued that 50/50 joint ventures are not 
easy to manage and often face difficulties in making decisions and resolving operational issues. It should be noted 
that the interviewees believe that they are in control of their IJVs because they have the knowledge and knowhow.  
Another determinant factor is that these four specific Greek firms have all initiated their IJV formation. Knowledge 
is the source of a competitive advantage; as a result, the partner with the valuable knowledge has the “upper hand” 
and the IJV control, despite the physical distance from their IJVs. In all cases, it is the Greek partner that sets the 
strategy and direction of the IJVs.  
Regarding control mechanisms, as expected, all Greek firms have formal agreements and contracts with their 
local partners. Interestingly enough, they consider these contracts to be less significant than the informal agreements 
for the successful operation of the IJV. In all but one case, they had prior relationships with their partners and knew 
and understood each other. Due to the feeling of mutual trust among partners, greater importance is given on non-
formal agreements. Important decisions were taken non-formally, mainly through verbal agreements. In the only 
case with no prior collaboration between the partners, the conflicts and misunderstandings resulted to the dissolution 
of the IJV. Apart from that, formal control mechanisms should be agreed and established from the beginning, in 
order to avoid conflicts between partners. Interestingly enough, control mechanisms in all cases were not strict, 
mainly due to the established trust among partners. One of the interviewees stated that “control mechanisms in this 
part of the world should not be too excessive and that formal agreements should adapt to market conditions”. The 
IJVs structure in all cases enhanced their flexibility and effective operation so no changes were imposed. In one 
case, the IJVs Managing Director had to be replaced since the results were less than expected. In another, the 
Managing Director proved to be unsuitable for the position; this was one of the reasons that lead to the termination 
of the IJV.  
 
6.  Managerial Implications  
 
 Our results provide significant insights for executives of Greek enterprises in search for international 
collaborations and for managers of non Greek enterprises planning to form alliances with Greek partners. The 
transfer of knowledge from the partners to the IJVs is a prerequisite for their successful operations. Furthermore, the 
transfer of tacit knowledge is rather complex; it requires time and planning, and human capital plays an important 
role in the process. According to our findings, trust is the crucial factor for successful knowledge transfer among IJV 
partners. For this reason, the individuals involved should invest time and energy to develop and maintain close 
personal relationships and open communication with their IJV partners, which both contribute to the creation of a 
feeling of trust. Thus, actions and initiatives that could be interpreted as causing a lack of trust, which is threatening 
to the alliance, should be avoided. Finally, the results indicate that IJV partners should consider local conditions and 
design control mechanisms that are not over excessive. Managers should focus most of their effort on the 
“relationship building” process and trust enhancement and not so much on the design of formal, elaborate and very 
restrictive agreements.  
 
7.  Conclusion – Implications for further research 
 
The aim of this study is to expand our understanding of factors that affect the development of trust and 
knowledge transfer success in IJVs with at least one Greek partner. Our results indicate that the Greek firms 
examined, consider the transfer of knowledge to their IJVs crucial for their success and have committed resources to 
this process. In all cases, this effort has been successful. In addition, trust fosters the transfer of both types of 
knowledge and emerged as the key factor for the overall IJV success. For Greek firms, trust is a pre-prerequisite for 
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the transfer of both tacit and explicit knowledge. Greek entrepreneurs appear hesitant to transfer either tacit or 
explicit knowledge to their partners, unless they trust them. They are more protective of their tacit than their explicit 
knowledge. The main reason for this protectiveness is that tacit knowledge is considered as a source of their 
competitive advantage.   
Greek firms control their IJVs mainly because they possess tacit knowhow which they transfer to their alliance 
and not due to their equity share. The establishment of proper control mechanisms facilitates trust building. There is 
a consensus that they should be introduced at the initial stages of the collaboration and not later, in order to avoid 
conflicts among partners. Furthermore, control mechanisms should not be over excessive and should be adapted to 
local conditions. 
The main limitation of this study is that we have examined and analyzed only the Greek partners’ perspective. 
We suggest that a similar study on the foreign partners’ views should also be conducted. Furthermore, the results of 
this empirical research cannot be considered representative of all IJVs with at least one Greek partner, due to the 
small number of firms examined. Finally, prior relations among partners and the level of IJV control have surfaced 
as important factors for the development of trust from our findings and we believe that they should be further 
explored.   
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